LVsan  opportunity  to  prove  to 
myself  that  a good  idea , even  with 
modest  financing,  can  be  made 
successful  and  viable.” 


Aspiring  Homepreneur  Convinced 
it’s  Way  to  Go 


As  for  himself,  Berestovy  is  spared  the 
cost  of  expensive  retail  space  and  isn’t 
forced  to  adapt  his  work  time  to  traditional 
shopping  hours.  He  says  he’s  also 
encountered  several  other  benefits  to  a 
mobile  service  that  he’d  never  considered 
before. 

“Quite  often  I’ll  get  additional  framing 
to  do  over  and  above  what  was  intended.  While 
I’m  at  a person’s  home,  they’ll  haul  an  additional 
print  out  of  the  closet  that  they  would  never  have 
hauled  to  a mall.” 

With  1,000  frame  samples  and  a range  of 
mats  ensconced  in  Berestovy’ s van,  he’s  able  to 
provide  clients  with  a virtual  on-site  shopping 
outlet.  However,  he  admits  it  was  a tough 
concept  to  sell  to  potential  customers. 

“For  this  particular  service,  it  is  difficult  to 
get  people  to  try  it  initially.  A lot  of  people  are 
hesitant  because  they  can’t  see  how  we  can  offer 
so  much  service  without  it  being  costly,  and  they 
wonder  if  there  will  be  very  much  of  a selection. 

“Once  they’ve  tried  it,  everyone  says  they 
can’t  understand  why  no  one  has  offered  this 
service  before,”  he  says. 


^5eorge  Berestovy’ s commercial 
space  may  be  confined  to  a comer  of  his 
Edmonton  basement  and  a 12-foot  van,  but 
don’t  let  that  fool  you.  The  former 
business  consultant  is  already  thinking 
ahead  to  the  day  his  innovative  mobile 
picture  framing  venture  evolves  into  a 
large-scale  operation  with  branches  run  by 
dozens  of  other  budding  homepreneurs. 

“It  has  never  been  my  intention  that  this 
would  be  a single  outlet,”  says  Berestovy, 
of  Artful  Framing  Service,  a home-based 
business  he  launched  six  months  ago 
through  the  help  of  Alberta  Opportunity 
Company  financing. 

“Now  that  I’ve  determined  the  glitches, 

I intend  to  develop  a business  plan  and 
operations  manual  that  would  enable  me  to  take 
this  business  to  the  franchise  level.” 

Berestovy,  like  an  estimated  2.5  million 
Canadians,  is  part  of  a growing  trend  towards 
using  the  home  as  a base  for  business  and  profits. 
And  he’s  convinced  it’s  the  way  to  go. 

“This  business  is  actually  also  a test  of  some 
of  my  own  philosophies  and  determination.  It’s 
an  opportunity  to  prove  to  myself  that  a good 
idea,  even  with  modest  financing,  can  be  made 
successful  and  viable.  Therefore,  a lot  of  people 
being  laid  off  and  losing  secure,  stable  jobs  can, 
in  fact,  enter  into  a small  business  activity  and 
replace  the  income  they  were  previously  earning. 
They’ll  be  doing  something  that  will  make  them 
feel  satisfied  and  that  they’re  doing  something 
worthwhile  economically.” 


George  Berestovy:  Providing  convenience  on  wheels. 


In  Berestovy’ s case,  he  simply  got  tired  of  the 
travel  and  stress  associated  with  his  job  as  an 
independent  business  turn-around  specialist.  A 
stint  as  an  art  gallery  owner  in  downtown 
Edmonton  gave  him  the  idea  to  pursue  a mobile 
picture  framing  service. 

“For  customers,  it’s  a shop-at-home  service 
with  all  of  the  convenience  at  no  additional  cost,” 
he  explains. 

“Secondly,  they  don’t  have  to  haul  art 
anywhere  so  there’s  less  risk  of  it  being 
damaged.  And  thirdly,  they  can  choose  colors 
and  frame  styles  right  where  their  art  is  going  to 
be  hung.” 


Small  Doesn’t  Mean  You 
Can’t  be  Big  — Take  it 
From  One  Who’s  Done  it! 

ft*  years  ago,  lawyer  Cindy  Eeson  made  a dramatic  move  from 
the  boardroom  to  her  attic  where  she  began  sewing  children’s  clothing. 
Today,  she  heads  up  Calgary-based  Kids  Only  Clothing  Co.  Inc.,  a 
thriving  manufacturing  operation  that  occupies  a 24,000-square-foot 
warehouse  and  has  projected  sales  this  year  of  $9  million. 

AOC  Today  recently  met  with  Eeson  to  find  out  how  she 
transformed  her  home-based  business  into  a big  league  enterprise  that, 
coincidentally  enough,  owes  its  success  to  the  popularity  of  another 
growing  residential  activity:  home-based  shopping. 


Q,  WHY  DID  YOU  CHOOSE  TO  LAUNCH  YOUR 
VENTURE  OUT  OF  YOUR  HOME? 

For  starters,  I didn ’t  have  the  capital  to  open  a 
business.  I also  thought  I wanted  a small  business  I 
could  manage  from  home  — I loved  being  with  my 
kids,  but  I wanted  to  do  something  more.  I was 
convinced  my  idea  would  work  but  my  husband 
wasn ’t . . . it  took  only  six  months  and  then  I had  to 
move  my  business  out  of  my  home. 

Q.  IT  MUST  HAVE  BEEN  QUITE  A CHANGE  MOVING 
FROM  THE  CORPORATE  WORLD  TO  THE 
SOLITUDE  OF  WORKING  OUT  OF  YOUR  HOME. 
HOW  DID  YOU  KEEP  YOURSELF  MOTIVATED? 

I had  the  buffer  of  having  had  three  kids  in  three 
years  — Fd  been  out  of  the  crunch  for  three  years.  I 
liked  being  home,  I like  being  alone  so  I didn  ’ tfind  it 
hard.  / still  kept  in  touch  with  friends  who  were 
interested  in  what  I was  trying  to  do.  We  ’d  go  out  for 
lunch  and  I’d  bounce  ideas  off  of  them  and  ask 


questions. 

Also,  after  the  first  while,  one 
of  my  sales  associates  became  a parti 
constantly  be  in  touch  by  phone.  Thu 
out,  but  at  the  time  it  really  helped  to 
there. 

We  believe  the  same  goes  for  our 
and  we ’ve  nurtured  a network  coast  t 
women  selling  out  of  their  home . . . e 
someone  they  can  talk  to  with  more  e. 
for  me,  I have  lunch  every  four  to  six 
three  other  presidents  of  direct  markt 


Solution  for  Working  Mom 


h 


Jennifer  Marion:  Combining 
motherhood  with  entrepreneurship. 


You  really  have  to  organize  your 
time  well  and  don ’t  put  things  off, 
thinking  you  can  always  do  them 
later.  There’s  a lot  to  it  and  a lot 
that  has  to  he  done  ” 


hen  babysitting  became  a 
tiresome  occupation,  Jennifer  Marion 
came  up  with  another  source  of  income 
that  would  still  allow  her  to  spend  time  with 
her  young  children.  Like  hundreds  of 
thousands  of  other  women  in  Canada,  she  launched 
her  own  full-time  sales  operation  out  of  her  home, 
combining  a venturesome  livelihood  with  motherhood. 

By  providing  local  businesses  with  pay-per-item  boxes 
of  snack  food  for  employee  coffee  rooms,  the  former 
computer  programmer  found  the  perfect  compromise 
between  constantly  staying  home  or 
being  away  in  an  office  all  day. 

“It  was  great  being  able  to  get  out  of 
the  house.  If  I was  doing  deliveries,  I 
could  even  take  my  daughter  with  me,” 
she  says. 

Over  the  past  2-1/2  years,  Marion’s 
Okotoks-based  enterprise,  Anytime 
Snacks,  has  developed  into  a thriving 
operation  serving  some  70  clients  on  a 
weekly  or  bi-monthly  basis.  She’s  even 
hired  a part-time  employee  and,  through 


the  help  of  AOC,  supplemented  her  company’s  honor  box 
system  with  coin-operated  vending  machines. 

While  a home-based  business  has  obvious 
conveniences,  Marion  acknowledges  there  are  drawbacks. 

“Being  there  all  the  time,  you’re  inclined  to  always 
work  at  it.  If  you’re  in  an  office  and  you  need  a break  you 
can  just  leave,”  she  notes. 

“You  really  have  to  organize  your  time  well  and  don’t 
put  things  off,  thinking  you  can  always  do  them  later. 
There’s  a lot  to  it  and  a lot  that  has  to  be  done.” 

Lately,  Marion’s  workload  has  taken  a drastic  change. 
When  her  husband  was  laid  off  from  his  managerial 
position,  he  took  over  operation  of  Anytime  Snacks  and 
she  accepted  a job  as  an  office  administrator. 

“We’re  looking  at  expanding,”  she  says. 

“We’ve  thought  it  would  be  nice  to  have  warehouse 
space  and  have  our  garage  back  for  our  car.  I don’t  know 
when  that  point  will  be.  As  of 
yet,  we’re  comfortable  doing 
this  out  of  our  home.” 


Operating  Out  of  Your  Basement?  Make  Sure  its  Legal! 


Adrian  Currie 

Field  & Field  Perraton,  Edmonton 


Me 


Lost  municipalities  allow  home-based 
businesses  which  are  usually  described  as 
“homecrafts”  or  “office-in-the-home”  businesses. 
Before  you  start  up  your  home-business,  you 
should  consider  whether: 

• your  municipality’s  land  use  by-laws  permit  the 
operation  of  your  home-based  business; 

• you  need  to  apply  for  a development  permit  to 
operate  your  home-based  business; 

• you  need  to  apply  for  a business  license  to 
operate  your  home-based  business; 

• to  operate  your  home-based  business  as  a sole 
proprietorship,  under  a trade  name,  or  as  an 
incorporated  entity. 

Land  use  by-laws  in  many  municipalities  allow 
home-based  businesses  to  operate  with  a 

development  permit.  Generally, 
applications  will  be  approved  if 
businesses  do  not: 


• generate  more  pedestrian  or 
vehicular  traffic  or  parking; 

• employ  more  than  one 
person; 

• display  any  exterior  signage; 

• store  equipment  or  material 
or  operate  the  business 
outdoors. 

If  your  application  is 
approved,  you  must  pay  to  cover 
the  costs  of  notifying  adjacent 
property  owners  of  your 

proposal.  Your  neighbors  will  have  three  weeks  to 
appeal  the  development  officer’s  decision. 

After  your  development  permit  is  issued,  you 
will  be  notified  as  to  whether  or  not  you  require  a 
business  license. 

It  may  seem  easier  to  simply  operate  your 
venture  without  going  through  formalities  but 
without  the  proper  development  permit,  your 
business  can  easily  be  closed  down  by  the 
municipality. 


Adrian  Currie 


Another  key  legal 
consideration  is  how  to 
structure  your  business: 
with  the  use  of  a trade 


name  or  as  an 
incorporated  entity  with 
the  advantage  of  limited 
personal  liability.  Before 
taking  action,  meet  with 
your  lawyer  to  determine 
which  option  best  suits  your  needs. 

As  a home-based  business,  you’ll  also  have  to 
register  for  and  collect  GST  — check  with  your 
local  tax  office  for  the  procedure.  Don’t  take  any 
unnecessary  risks!  If  you  plan  to  be  in  business  a 
long  time,  thoroughly  investigate  all  the  legal 
aspects  of  your  home  venture  — it’s  worth  it. 


; " q.  at  what  stage  of  your  business  did 

Cindy  Eeson:  A home-grown  success  story. 

MAKE  THE  TRANSITION  FROM  YOUR  HOME  TO 
COMMERCIAL  SPACED 


Si 
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We’re  all  women,  we’ve  all  gone  through  the  same 
struggles , we’re  very  good  support  for  each  other.  I 
also  belong  to  a lot  of  organizations  and 
associations. 

Q.  IT'S  BEEN  SAID  THAT  HOME-BASED  BUSINESSES 
HAVE  TROUBLE  BEING  TAKEN  SERIOUSLY  IN  THE 
MARKETPLACE.  HOW  DID  YOU  COPE  WITH 
THIS? 

I made  sure  when  I answered  the  phone  there 
were  no  children  around.  If  that  wasn  ’t  possible,  I'd 
indicate  that  I was  away  from  my  office  or  that  my 
child  was  temporarily  with  me  for  the  next  half  hour 
or  so. 

You  really  have  to  be  professional  You  have  to 
have  modem  technology:  get  an  answering  machine 
and  spring  for  a business  phone  tine  right  off  the  bat. 


It  was  easy  for  me  because  the  need  was  so 
obvious.  I had  one  employee  that  my  husband  would 
trip  over  everytime  he  came  home.  The  straw  that 
broke  the  camel’s  back  was  when  I had  a business 
meeting  in  the  living  room  and  sat  on  our  glass  coffee 
table  and  broke  it .. . I knew  it  was  time  to  move! 

Q.  THE  BASIS  OF  YOUR  COMPANY'S  SALES  IS  HOME- 
MARKETING. WHY  HAVE  YOU  CHOSEN  TO  GO 
THIS  ROUTE  AS  OPPOSED  TO  STRAIGHT  RETAIL? 

I could  see  obvious  problems  with  retail.  My 
favorite  store  to  buy  children ’s  clothing  was  expensive 
and  I thought  there  had  to  be  a better  way.  I like 
quality,  but  I don ’t  want  to  spend  a ton  of  money  on  it. 
We  are  able  to  sell  directly  from  the  factory  to  the 
consumer  through  our  independent  sales  consultants 
which  ensures  the  best  quality  at  the  lowest  price. 


ANSFORM  A HOf 
SGE-SCALE  COMP 


I’d  say  the  right  amount  of  capital  and  very 
carefully  controlling  your  expenses  — don ’t  spend  a 
dime  unless  you  have  to.  I kept  salaries  very  tight  for 
a long  time  because  I didn ’t  have  any  money.  Now, 
we’re  in  a position  where  the  profits  are  reasonable 
and  we  can  share  them  and  give  generous  bonuses. 
Don ’t  buy  frills  and  perks  if  you  don ’t  need  to. 

You’ve  got  to  have  a good  product,  and  you  have 
to  know  at  what  point  to  start  parcelling  out  portions 
of  your  job  to  other  people.  Delegation  is  extremely 
important,  and  knowing  when  to  call  in  experts.  We 
brought  in  a garment  engineer  to  make  our  operation 
profitable  within  the  first  year.  We  had  to  spend  a lot 
of  money  but  it  was  worth  it. 


Maximize  Your  Tax  Deductions 


Cheryl  M.  Knebel,  C.A. 

ne  of  the  questions  I am  asked  most  often 
regarding  home-based  businesses  is:  “How  do  I 
maximize  my  tax  deductions?”  Generally,  you  can 
deduct  expenses  for  the  use  of  a work  space  in 
your  home  as  long  as  you  use  it  as  your  principle 
place  of  business. 

Here’s  a checklist  of  some  items  to  consider 
when  filing  your  tax  return: 

1 . Deduct  the  proportion  of  rent,  or  mortgage 
interest  and  property  taxes  if  you  own  your  home, 
on  a reasonable  basis  according  to  the  percentage 
used  for  business.  Use  the  calculation  for 
example,  based  on  square  metres  or  number  of 
rooms , that  is  most  beneficial  to  you. 

2.  Similarly,  deduct  the  proportion  of  other  work 
space-related  expenses  including  heat,  hydro, 
insurance  and  maintenance  such  as  cleaning 
services  and  materials. 

The  above  deductions  can’t  exceed  income 
for  your  business  for  that  taxation  year,  but 
don’t  forget  to  take  deductions  for  other 
expenses,  including: 


WHAT  ADVICE  WOULD  YOU  GIVE  OTHER 

The  first  thing  you  have  to  do  is  stick  to  a routine. 
Working  at  home  can  be  very  distracting.  You  can 
go  through  a whole  day  without  feeling  like  you ’ve 
accomplished  anything  workwise  or  housewise.  You 
have  to  have  a lot  of  self-discipline  and  the  right 
business  tools.  Get  an  answering  machine,  a 
business  line  and,  if  you  need  one,  a computer.  If  you 
need  a bookkeeper,  get  a bookkeeper.  Plus,  make 
sure  you ’ve  got  sufficient  capital  — I went  for  two 
years  without  a salary. 


3.  Capital  cost  allowance  (CCA)  on  business 
portions  of  such  capital  items  as  calculators, 
computers,  printers,  fax  and  telephone  answering 
machines,  filing  cabinets,  chairs,  desks  and 
bookshelves.  To  ensure  maximum  deductions, 
keep  a log  demonstrating  business  use  of  your 
home  assets,  especially  your  computer. 

4.  Business  telephone  and  parking  charges. 

5.  Business  license  fees,  dues,  insurance  and 
subscriptions  to  all  business  related  publications. 

6.  Advertising  costs. 

7.  Travel  expenses  such  as  airfares,  hotels,  car 
rental  and  taxi  fares.  Business-related 
automobile  expenses  including  CCA,  gasoline, 
repairs,  maintenance  and  insurance  are 
deductible,  but  you  must  keep  accurate  records 
of  all  such  costs  and  log  kilometres. 

8.  Eighty  per  cent  of  business-related  food  and 
entertainment  costs. 

9.  All  office  supplies  including  pens,  paper  clips, 
stamps,  stationery,  diskettes,  ribbons,  ink,  file 
folders,  mbber  stamps  and  staplers. 

10  . Convention  expenses,  with  a maximum  of  two 

business-related  events  per  year. 

1 1 • Interest  on  business  loan  and  bank  charges  on 

your  business  account. 

1 2.  Delivery  charges  such  as  courier  and  freight. 

13  Business  cards  and  promotional  items  including 
charitable  donations  or  gifts  to  customers. 

14.  Expenses  on  leased  office  equipment. 

1 5.  Consultations  with  your  lawyer  and  accountant 
for  business-related  matters  including  tax  return 
preparation. 

1 6.  Expenses  stemming  from  courses  required  for 
your  business  such  as  bookkeeping  or  computer 
training. 

1 7.  Employee  wages  and  expenses  for  contracted 
services. 

You  may  also  want  to  consider  the  following: 

1 8.  If  you  are  a sole  proprietor,  losses  will  be 
available  to  shelter  income  from  other  sources. 

If  expenses  exceed  your  net  income  for  this  year, 
carry  back  or  forward  the  non-capital  loss  to 
another  year,  according  to  the  rules. 


Cheryl  M.  Knebel 


19.  If  you  have  incorporated  your  business,  consider 
income-splitting  techniques  by  introducing 
family  members  as  shareholders.  You  can  also 
income-split  if  your  business  is  unincorporated, 
but  you  are  limited  by  the  principle  that 
reasonable  services  must  be  performed  for 
reasonable  pay  in  order  for  salaries  to  be 
deductible. 

20  • In  your  first  year  of  operation,  consider  the 
impact  a short  fiscal  year  and  a year-end  later 
than  December  31  will  have  on  total  taxes 
payable.  If  you  stopped  other  employment  in 
June  and  income  from  your  business  started 
rolling  in  on  a regular  basis  in  November,  setting 
a March,  April  or  May  year-end  will  not  only 
defer  taxes  payable,  but  may  reduce  your 
applicable  tax  rate  and  total  taxes  payable  with 
respect  to  your  income. 

Bear  in  mind,  these  are  general  points  and 
many  are  subject  to  limitations.  On  the  non- 
income tax  side,  don’t  forget  to  maximize 
deductions  for  GST  purposes  by  taking  all  input 
tax  credits  you’re  entitled  to.  With  both  the  GST 
and  income  tax,  the  rule  is  the  same:  all  expenses 
claimed  must  be  backed  up  by  accurate  and 
complete  records.  It’s  essential  to  obtain  and  keep 
receipts,  especially  when  you  pay  cash. 

If  there’s  anything  you’re  unsure  about  when 
filing  your  return,  contact  your  local  Revenue 
Canada  office  or  accountant.  You’ll  also  find 
valuable  information  in  Revenue  Canada’s  Business 
and  Professional  Income  Tax  Guide  and 
Interpretation  Bulletin  514.  Remember,  tax  evasion 
is  illegal,  but  planning  to  ensure  you  maximize  your 
deductions  is  not  — in  fact,  it’s  just  good  business. 

Cheryl  M.  Knebel  is  an  Edmonton-based 
chartered  accountant  who  advises  government, 
business  and  non-profit  organizations  on  a 
broad  range  of  tax,  trade,  regulatory  and 
management  issues.  She  operates  a consulting 
service  from  her  home. 


▼ 


Call  us . . . 


Aoc  Today  was  created 
to  meet  your  information  needs. 
If  there’s  a business  issue  you 
want  to  see  addressed,  facts  you 
need  to  know  or  a story  you’d 
like  us  to  share,  callus!  We’ve 
got  an  edition  of  ‘Creating  the 
Service  Culture’  for  the  best 
suggestion  we  receive. 

We  also  want  to  help  you  in 
your  entrepreneurial  endeavours. 
If  you’re  looking  for  business 
partners,  seeking  an  investment 
opportunity  or  trying  to  sell  your 
own  operation,  callus!  We’ll 
make  an  effort  to  pass  your  needs 
onto  our  readership. 

Contact 

Debbie  Hunchak,  Editor 
AOC  Today 

Alberta  Opportunity  Company 
1275  Weber  Centre 
5555  Calgary  Trail 
Edmonton,  Alberta 
T6H  5P9 
1-800-661-3811 

AOC  Today  is  published  12 
times  annually  by  AOC’s 
Corporate  Marketing  Division. 

Balan  Mathews, 

Executive  Director 
Corporate  Marketing 

Design:  Linda  Blanchett 
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Economic  Outlook  94: 
Modest  Growth 
Predicted  for  Alberta 


Paul  Darby,  Director  Paul  Darby 

Conference  Board  of  Canada 

ith  growth  of  just  over  five  per  cent,  Alberta  is  expected 

to  come  out  on  top  as  the  strongest  economic  performer  amongst  all  the  provinces  last  year.  However,  growth  in  Alberta’s 
economy  in  1994  is  forecast  to  moderate  to  three  per  cent. 

The  more  modest  performance  this  year  is  largely  the  result  of  an  easing  in  the  frantic  pace  of  oil  and  gas  drilling  activity 
and  a weaker  agricultural  sector.  In  addition,  fiscal  restraint  including  more  than  $690  million  in  spending  cuts  in  1993-94, 
will  hamper  growth  in  domestic  demand. 

Strength  in  1994  will  come  from  the  province’s  mining  sector,  based  mainly  on  growing  natural  gas  demand.  The 
manufacturing  sector  is  also  forecast  to  be  strong  this  year  as  ALP  AC’s  pulp  and  paper  mill  reaches  full  capacity. 

Better  employment  growth  in  1994,  at  2.5  per  cent,  will  stimulate  continued  growth  in  domestic  demand.  Housing  starts 
are  expected  to  increase  by  9.9  per  cent  in  1994  to  a level  of  19,600  units.  Consumption  growth,  in  real  terms,  is  also 
expected  to  be  robust  next  year  at  three  per  cent. 

Finally,  the  consumer  price  index  is  forecast  to  increase  by  1 .6  per  cent  next  year  while  the  unemployment  rate  should 
fall  slightly  from  9.7  per  cent  this  year  to  9.5  per  cent  in  1994. 


Welcome 

Aboard! 

We  ’re  proud  to  welcome  the 
following  companies  to  the  AOC  family: 

Automated  Electric  Systems,  Lethbridge 
Burger  Baron,  Raymond 
Crystal  Clean  Ltd.,  Lethbridge 
Edson  Reddimart,  Edson 
Frenger  Canada  Inc.,  Edmonton 
John  Nicolet  Agencies  Ltd.,  Falher 
Go  Mango  Fitness  Equipment  Ltd., 
Edmonton 

Johnson  Office  Products,  Edmonton 
Kapp  ’s  Hobby  House,  Red  Deer 
L.A.  Driving  School,  Lethbridge 
Lucky  & Sons  Alignment  and  Brakes  Ltd., 
Medicine  Hat 
Mug  Shots,  Grande  Prairie 
Paradise  Imports,  Edmonton 
Snowy  Owl  Sled  Dog  Tours,  Kananaskis 
Country 

Sten  Trucking  Ltd.,  Calgary 
Svek’s  Enterprises  Ltd.,  Edmonton 
Wayne’s  Painting  Ltd.,  Grande  Prairie 
Yellowhead  Refrigeration  Incorporated, 
Jasper 

Your  Choice  Automotive,  Grande  Cache 


Congratulations . . . 
You  Made  It! 

e extend  our  best  wishes  to  the  following  companies 
who  successfully  paid  out  their  AOC  loans: 


A & A Automatic 
Transmission  Ltd.,  Camrose 
Bonnyville  Nouvelle  Ltd., 
Bonnyville 

Can-Alum  Building  Products 
Ltd.,  Calgary 

Creative  Outdoor  Lighting, 
Carvel 

Dual  Craft  Industries  Alberta 
Ltd.,  Eckville 
Exact  Trenching, 

Sherwood  Park 
Farwell  Investments  Limited, 
Lloydminster 

Flo’s  Coffee  Shop,  High  River 
Foremost  Building  Supplies 
Ltd.,  Foremost 
Gorsline  Riding  Academy 
Ltd.,  Sherwood  Park 


Halkirk  Hotel,  Halkirk 
Indeporlnc.,  Medicine  Hat 
Kodan  Holdings  Ltd.,  Hinton 
Orange  Julius,  Edmonton 
Oyen  Grocers  Ltd.,  Oyen 
Prairie  Meat  Processors, 
Coaldale 

R &R  Tank  Truck  Service, 
Valleyview 

Sling  Tec  Rigging  Ltd., 
Calgary 

Tannas  Insurance  Brokers 
Ltd.,  St.  Paul 
Te  Ja  Enterprises  Ltd., 

Bluffion 

The  Radiator  shop,  Lethbridge 
The  Ultimate  B.B.S., 

Edmonton 

Wheatland  Bins,  Lethbridge 


National  Library  of  Canada 
Bibliotheque  nationale  du  Canada 


3 3286  50449  6858 


Is  money  all  that's  standing  between 
you  and  your  business  dreams? 

We're  here  to  stand  behind  yen. 

(all  us!  


Alberta  Opportunity  Company 


ALBERTA  OPPORTUNITY  COMPANY 


1-800-661-3811 


Alberta  Opportunity  Company  Offices 


BROOKS 

EDSON 

Brooks  School  District  Office 

4924  - 1st  Avenue 

408  - 1st  Street  West 

P.O.  Box  71 10 

P.O.  Box  307 

Edson,  Alberta  T7E  1 V4 

Brooks,  Alberta  T1R0G1 

723-8233 

362-1270 

Resident  Commercial  Credit  Officer: 

Manager:  B.F.  Haffner 

A.  Kuechle 

CALGARY 

GRANDE  PRAIRIE 

Suite  790,  Southland  Tower 

#211  Schubert  Building 

10655  South  Port  Road  SW. 

10006  - 101  Avenue 

Calgary,  Alberta  T2W4Y1 

Grande  Prairie,  Alberta  T8V  0Y1 

297-6437 

538-5220 

Manager:  J.D.Ablett 

Manager:  K.B.  Sutherland 

EDMONTON 

LETHBRIDGE 

1275  Weber  Centre 

Suite  301, 714  - 5th  Avenue  South 

5555  Calgary  Trail 

Lethbridge,  Alberta  T1J  0V1 

Edmonton,  Alberta  T6H  5P9 

381-5474 

427-2140 

Manager:  R.A.  Fredrickson 

Manager:  A.M.  Foulston 

LLOYDMINSTER 

PONOKA 

5019  - 50  Street 

5110-49  Avenue 

Lloydminster,  Alberta  T9V  0L9 

P.O.  Box  4040 

871-6490 

Ponoka,  Alberta  T4J  1R5 

Resident  Commercial  Credit  Officer: 

783-7011 

B.D.  Hooper 

Manager:  G.D.  Noe 

MEDICINE  HAT 

RED  DEER 

Fifth  Avenue  Plaza 

#401  Parkland  Square  Bldg. 

#1,202 - 5th  Avenue  S.E. 

4901  - 48  Street 

Medicine  Hat,  Alberta  T1A2P8 

Red  Deer,  Alberta  T4N  6M4 

529-3594 

340-5551 

Manager:  G.J.  Pollock 

Manager:  E.B.  Shmyr 

PEACE  RIVER 

ST.  PAUL 

9809  - 98  Avenue 

Suite  200, 4341  - 50  Avenue 

Bag  900-23 

St.  Paul,  Alberta  T0A  3A3 

Peace  River,  Alberta  T8S  1J5 

645-6356 

624-6387 

Manager:  A.L.  Tessier 

Manager:  H.M.  Caveny 

